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CONSIDERING A MERGER? HOW'S YOUR EGO?
PAs planning for a successful future always consider and reconsider var
ious growth opportunities, and never before in the history of the pro
fession have there been so many of them available. One very popular
method of expanding a firm is acquiring or merging with another CPA firm.
Mergers and acquisitions, when successful, can, among other things, help your
firm stay ahead of the technology curve, attract top-notch staff and, of course,
expand your client base. If you are considering a merger, or if you are just inter
ested in knowing what the options are, be sure you first understand the changes
and the potential in your marketplace and, most important, find the perfect
partner.

C

Adapting to the new environment
New technology has eliminated or altered many of the traditional accounting ser
vices. In the course of one generation, most traditional write-up functions pro
vided by CPAs have disappeared—new cash registers compute sales tax and per
form inventory control, and mass-merchandized software and outside service
companies can do company payrolls. Pundits predict that most individuals will
be doing their own tax returns on their PCs and filing them electronically by
2006. To help offset anticipated revenue loss, you should consider merging with
practices or practitioners that will bring new niches and specialties to your firm.
Multi-discipline consolidation. Public and private companies have entered
the marketplace to compete for accounting clients. Financial services corpora
tions, such as American Express Small Business Services and HRB Business
Services are buying up CPA firms and offering their customers one-stop shop
ping that includes accounting, tax preparation, financial planning, investment
planning, business consulting and insurance. Banks and brokerage firms are
readying themselves to enter the market as well.
Many CPA firms have decided to merge or associate with other firms to be
able to compete with these newcomers. Others are merging simply to provide

their client base with competitive services. Merging with
practices, individuals and/or businesses with expertise in
the desired growth areas can be far faster and less expen
sive than attempting to train and develop your current
staff.
Finding the best staff. The talent pool in public
accounting is limited. Many CPAs have left public
accounting to work for private companies offering alter
native work arrangements and, sometimes, higher pay.
Practitioners often merge their firms with other CPA
firms to augment their staff and be able to offer talented
young CPAs jobs at more competitive salaries. Others
seek mergers to attract professionals with special
accounting, tax and technology expertise. They want to
increase the value of their practices by generating new
revenues from existing clients. Many firms expect to
retain talented staff members by affiliating themselves
with other regional firms. Smaller firms may decide on a
merger because they’ve “hit the wall” and no longer have
the capacity to generate additional revenues.
Exit strategies. Some CPAs are considering mergers
simply to fund their retirement. These firms often lack
adequately funded retirement plans and senior partners
may not feel their retirement income is assured, especial
ly if younger staff members are not willing to accept the
responsibility of being co-owners. Successful succession
plans, however, must be designed early—considerable
time is required to phase in a successor. This goal also
can be accomplished by merging with a successor.

Finding the perfect match
Establishing the right merger partner is absolutely essen
tial. First and foremost, there must be the right chemistry
between the firms. The firm cultures and egos must be
complementary in order for the partners to operate as a
team. If the parties to a prospective merger don’t feel
comfortable with each other, the merger should be can
celed.
Culture. All practices exhibit unique firm cultures that
include how the firm does business, its personnel poli

cies and its fundamental attitudes. Firm culture issues
can include employee benefits, vacation policies, dress
codes, recordkeeping, organization and how different
departments and staff communicate and what they
expect from each other. For example, staff at different
levels may account for their hours differently—even
lunch breaks may be handled in a different way from one
firm to another.
CPAs can ensure merging firms agree on culture issues
by thorough candid dialogue early in the negotiation
process. Review each other’s employee handbook or
guidelines and ask probing questions. The partners
should have some of these preliminary meetings at the
offices and during social engagements. Prior to the actu
al merger but after the numbers have been worked out,
spend some time observing the day-to-day activities of
each other’s practices. You can do so on a per diem basis
or as a consultant in the beginning to maintain confiden
tially.
Ego. The egos of the partners play a significant role in
any merger. They will have an impact on the name of the
new firm, the titles, the order of names on the letterhead,
compensation, office accommodations and, most impor
tant, control.
Retiring practitioners, in particular, will have some ego
problems. Remember, for them, a merger is bound to be
an emotional experience. The retiree may not believe the
firm can retain his or her clients. However, in a proper
transition, the client is more likely to stay with the firm,
rather than start over with a complete stranger. Retiring
practitioners, therefore, must get other partners involved
with their clients. They will have to let go and pass the
torch to others to ensure the firm is prepared for their
retirement. Although this can be done gradually, the suc
cessful long-term retention of the client base depends on
an efficient and tactful transition.
All succession plans should clearly express who the
next managing partner will be. This typically is based on
equity or on a vote from the board of directors or all
remaining partners. Knowing who will be filling what
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role before the managing partner retires will help your
transition plans. Also, never force your client to jump
from one partner to another over a short period of time.

Match talents
Once good chemistry is established, the next step is to
analyze the firms to judge how the various strengths and
talents complement or bring added value to the merger.
Such a review should include, for example, how the pro
ductivity, billing rates and earning power match.
What services do each of the firms offer in common
and more important, what services provided by one firm
are new to the other. Review not only how but where
work gets done. For example, some firms work at the
client’s place of business or at his or her home. How are
billing and collections accomplished? What kind of
growth rate is each firm enjoying? What is the retention
rate for staff? These are but a few of the areas that require
due diligence.
It is important to make certain that client satisfaction is
equal for both firms. This can be determined by review
ing the client retention rate. Some firms take random
telephone polls of their clients to verify the level of satis
faction with the firm’s services. When communicating
news of the merger to clients, CPAs should assure their
clients that the firm will maintain its continuity.
Assuring continuity. It’s a good idea to keep the
merged offices geographically near the client, even if it
requires, in some cases, maintaining a satellite office. The
same fee structure should be used at first; necessary
changes to satisfy the merger can be made slowly. Staff
members with whom the client is most comfortable
working should continue to be used. Finally, clients
should be serviced in the manner to which they have
become accustomed. For example, if a client is used to
having a principal come to his or her office every quar
ter, that client will probably be upset if the new firm
sends a junior to handle the business.

The "de-merger" clause
It is surprising to see how little time is devoted to nego
tiating “divorce clauses” for mergers. Parties spend a lot
of time reviewing how a merger is to function when it is
successful, but are rarely prepared when the merger is
failing. This is a major mistake unless the primary pur
pose of the merger is to provide an exit strategy for one
of the merging firms—an exiting partner does not gener
ally need a de-merger clause.
De-merger clauses are usually very complicated—it is
very difficult and tricky to be in the process of merging
two firms, then stop in the middle and retransition the
clients to yet another situation at a later date. De-merger
THE PRACTICING CPA, MARCH 1999

TAX PROS SAY "SIMPLIFY"
An online poll of tax professionals reveals that they
share the same frustrations with the Internal Revenue
Code as do individual taxpayers. The poll, conducted
by the RIA Group, was online last fall and received 467
responses.
Respondents were asked, “If you could make one
change to the Internal Revenue Code, what would it
be?” Over 41% said they would prefer a radical change
to the IRC. Approximately 10% said they would like to
see the marriage penalty eliminated, and 9% said they
would like to see gift and estate tax provisions elimi
nated. Here are some of the respondents’ comments:
● “Make it a statutory requirement that all senators
and representatives prepare their own tax returns,
so they have a vested interest in the complexity
they create.”
● “A section of the IRC should be written in plain
English. No legal terms, just a simple explanation of
the code.”
● “Eliminate the gift and estate tax. That money has
been taxed already.”
● “Eliminate the double taxation on corporations.”
For a look at all the results of the poll, visit
www.flashresults.riag.com .
clauses should include information on the division of
staff, original clients, new clients developed post merger,
equipment and how restrictive covenants, leases and the
name of the firms will be treated. Also, de-merger clauses
must have a “back date” by which they must be utilized.
A typical back date will be one to three years from the
effective date of the merger. It is unreasonable and fre
quently impossible to “de-merge” after a certain period of
time has elapsed. Once the back date has been exceed
ed, if a partner wishes to leave, he or she will have to be
“bought out” in accordance with whatever provisions are
in the partnership agreement.
Don't be overwhelmed by the merger process.
Mergers and acquisitions that are properly thought out
and structured are a viable way to accomplish many dif
ferent personal and professional goals. Before you take
the plunge, seek out a specialized consultant or an attor
ney who has experience with accounting practice merg
ers. You also should speak with your peers who have
successfully merged with another firm. ✓

—By Joel Sinkin, division manager and Max T.
Krotman, Esq., executive vice president of Globalforce
International in Melville, New York. Phone:
212-687-3084; e-mail: globalforc@aol. com.
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on a percentage or some aspect of the client’s financial pro
file, such as assets under management or earned income.
Third-party compensation. There are a variety of com
pensation arrangements under which you might be paid
hen CPAs sell financial products such as securi
directly or indirectly by someone other than the client for
ties or mutual funds to their clients, there often
recommending or referring a product or service. Common
is a misunderstanding about the CPA’s continu
third-party compensation methods include
ing obligation. Many CPAs think their obligation is over after
● Commissions, generated from the purchase or sale of a
they receive their commission; however, many clients
financial product or service, including 12(b)l fees, “trail
expect to receive ongoing advice. This is one good reason
ing” commissions, surrender charges and back-end fees.
to extend your services to include investment advice—
● Fee-offset arrangements, under which compensation is
investment advisers have an ongoing responsibility to their
initially derived from fees that are subsequently reduced
clients and charge annual fees.
by commissions generated from the purchase or sale of a
James E. Grant, CPA, registered investment adviser of
product or service.
Evergreen Asset Management, Inc., in Carbondale, Colorado,
● Referral fees, compensating the adviser for recommend
once asked, “What will happen to independence and objec
ing or referring a product or service provided by another
tivity when you are paid by a third party for selling investment
person or entity.
products? Is there a way of being an investment adviser—
● Other indirect compensation, which may include
without selling your soul or losing your objectivity—while
rewards, purchase points, travel credits or other benefits
remaining a trusted financial adviser to your clients? How will
received from a third party for recommending a product
you cope with the real or perceived conflicts of interest?”
or service to the client. This also includes eligibility for
You can avoid conflicts of interest, get paid by your clients
sales prizes and “soft-dollar” benefits.
and compete with financial giants like Merrill Lynch or
American Express if you offer investment-related services.
Be sure you are legal
One way to do this is to become a fee-only registered invest
It is extremely important to be aware that proper licensing
ment adviser (RIA)—you don’t have to be a broker-dealer’s
is needed to receive commissions for selling investment
registered representative. And, although there is a common
products. Also, do not forget that the NASD rules governing
perception that registered representatives always make
broker-dealers prohibit registered representatives from shar
more than RIAs, that is not always the case.
ing commissions with nonlicensed partners. This is a good
For example, a registered representative may invest a
reason to be on the watch for the AICPA’s new Investment
client’s $10,000,000 in mutual funds with a 4% sales charge.
Advisory Services program which will enable you to expand
He or she receives 80% of the commission from the broker
your PFP service to include investment implementation ser
dealer—a quick $320,000 of income that can’t be split with
vices as a registered investment adviser.
any non-licensed individual. In the same situation, an RIA
I am interested in your views on this topic. Please send
could charge a flat 1% annual investment advisory fee and
your comments to me at pbemstein@aicpa.org. ✓
make the same amount in a little over three years. RIAs can
set up an ongoing “annuity” for many years to come as long
—By Phyllis Bernstein, director of the AICPA personal
as they apply themselves to being good advisers.
financial planning division, Jersey City, E-mail: pbemAlthough CPAs can accept disclosed commissions and
stein@aicpa.org.
contingent fees under certain circumstances, they should
always be cautious about accepting commissions—NASD
rules prohibit fee-splitting. CPAs also have to disclose con
flicts of interest and the source of their compensation from
third parties. According to Grant, “This is a difficult disclo
sure to make without feeling guilty. Why not just eliminate
as much as possible the conflicts of interest in the first
lthough some experts predict a bleak future for sole
place?” He makes a good point.
Establishing compensation arrangements is one of the most
proprietors, many CPAs still want to start their own
practices. You might be one of them. Perhaps you
troublesome issues facing CPAs who provide PFP services.
are a partner of a successful regional firm, but you want to
Some of the more typical compensation arrangements follow:
develop a niche on your own. Perhaps you are independentFees. You are compensated solely by the client for ser
minded, and want to set up a virtual office at home. Whatever
vices provided and not as a result of the purchase or sale of
the reason, you have decided you want to be your own boss.
any financial product. Fees are hourly, fixed or flat or based

FEES VS. COMMISSIONS:
RULES AND OPINIONS

W

DO YOU HAVE WHAT IT TAKES
TO GO SOLO?

A
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Before you submit your resignation letter, give the move
considerable thought—not everyone has what it takes to suc
cessfully practice alone. More important, do not go solo for
the wrong reasons. If you’re unhappy with where you are—
you don’t get along with your colleagues or you want to earn
more money—you may just need to find another firm. If you
don’t like the work, maybe you need a new career path.
However, if you’re certain your goal is to start your own prac
tice, make sure you have what it takes. The three minimum
requirements are specific job skills, capital and a client base.
Skills and experience. You must be a self-starter with
good technical, managerial, personal relations, marketing and
communication skills. You must be organized, disciplined
and a good decision maker. Not only will you be performing
accounting services for clients, but you must also manage
your own business and keep your own financial records. You
advise clients about their business operations; now you must
apply sound business principles to your own new practice.
Capital Avoid financial commitments prior to making
your move. Plan to live four to six months without any
income. You will be working longer hours for less money so
you will need the support of your family. You must have the
capital to make it through the lean months. Prepare a realis
tic budget, and secure a line of credit from your bank before
leaving your firm.
Client base. Estimate the client base you will need in order
to survive. Make a list of all your prospective clients and
divide them into three batches: those who will come with
you, those who might and those who probably will not. Are
there enough clients who will come with you to provide the
client base you need to keep your business operating?
If these requirements have been satisfied, you can start to
plan your new business.

Making the break
Do a cost/benefit analysis. Compare the resources and
benefits you are giving up to those you will gain. You will
lose most of the benefits offered by the firm, including finan
cial, emotional and professional security. You may lose fringe
benefits, such as medical and liability insurance, payment of
professional dues and free CPE. You will lose the expertise
within the firm, including resource material, technical assis
tance and support services. If you leave, you probably will
experience an initial drop in income. Initially, there may be
no structure to your practice, so you must establish your own
routine. You may feel isolated and miss the camaraderie with
in the firm. Without peer pressure, you must be self-disci
plined. You also must be technically savvy enough to trouble
shoot problems previously solved by the firm’s support staff.
Planning the break. Start your preparations for leaving the
firm at least one year before you resign. Make a list of what
you’ll need for an office—for example, office furniture, file
cabinets, bookcases and supplies. You also will need resource
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materials, a fax machine, a paper shredder, an answering
machine, a copy machine, calculators, and a PC with a good
printer. Don’t forget your software needs: you’ll need pack
ages for tax preparation, accounting, spreadsheets and word
processing, as well as the skills to use them. Start furniture
shopping, acquiring office machines and stockpiling supplies.
Shop around for easily accessible office space that has ade
quate parking. You will need a reception area, a private
office, a meeting room and space for file storage and
resource materials. Allow room for growth—you shouldn’t
have to move to accommodate your success. Moving too
often may imply instability.
Making the break. Select the proper time to leave. For
example, if you plan to do a lot of compliance work, be sure
you have enough time to prepare for the tax season. Leave
on good terms. There is no reason to bum bridges or forestall
future strategic alliances.
Send your prospective clients an announcement of your
opening. Include a form for the client’s signature authorizing
the transfer of their files. This gives the client an opportuni
ty to decide whether to stay with his or her current firm or
move with you without confrontation. Don’t be disappoint
ed if some clients decide not to come with you immediately;
maintain a cordial relationship with them. They may eventu
ally seek your services.

You're ready to go!
Start small Limit your practice to what you can handle.
Remember, now that you’re on your own you no longer can
rely upon your partners for help. To develop a support sys
tem, form alliances with other sole practitioners.
Maintain a high profile. You must market yourself now.
Place an ad in local newspapers. Send personal announce
ments to business, social and personal contacts. They may
be good sources of referrals. Become more visible in your
community. Increase your involvement with civic and social
organizations. Join the local chamber of commerce.
Become active with local professional organizations, espe
cially the local chapter of CPAs. Offer to do a presentation
or teach a CPE course.
Rewards will come. Making a major career move can be
an exciting, but frightening experience. Giving up the secu
rity and benefits provided by structured employment for the
rewards of going solo is a difficult decision. Do your home
work. If you are prepared to make the commitment and sac
rifices necessary to go it alone, over time, as you build your
practice at your own pace, you will be responsible for your
own success, you will have freedom and independence, and
you will reap the financial rewards of success. ✓

—By Tina Steward Quinn, CPA, PhD, assistantprofessor of
accountancy, Arkansas State University, Jonesboro, Arkansas.
Phone:870-236-7361; e-mail: tquinn@cherokee.astate.edu.
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TAX: THE SERVICE CHALLENGES
FAMILY PARTNERSHIPS

AICPA CONFERENCE CALENDAR

Computer & Technology Conference
he IRS has begun an aggressive audit program
April 25-28—Adams Mark, Denver, CO
focusing on the validity of family partnerships for
Recommended CPE credit: 24-26 hours
estate and gift (transfer) tax purposes. Its agents
Hear about e-business, Netware 5.0, Windows 98,
are disallowing discounts for the transfer of closely held Office 2000, Front Page and online technology.
partnership interest. In addition, the Treasury has issued
Tax Strategies for the High-Income Individual
several letter rulings that deny discounts for transfers of
April 29-30—Caesars Palace, Las Vegas, NV
limited partnership interests. The IRS bases its position
Recommended CPE credit: 16 hours
on chapter 14, sections 2703 and 2704, of the Internal
Learn about the latest in retirement planning, elder
Revenue Code.
care,
wealth planning, compensation planning, charita
Both IRC section 2703, “Certain Rights and Restrictions
ble giving and succession planning.
Disregarded,” and IRC section 2704, “Treatment of Certain
Lapsing Rights and Restrictions,” are defined by the IRS as
Employee Benefit Plans
nullifying family partnerships for transfer tax purposes.
May 3-5—Pointe Hilton on South Mountain, Phoenix,AZ
Thus, an entity is valued at its proportionate share of the
Recommended CPE credit: 16 hours
liquidation value of the underlying partnership assets and,
Get an update on new employee benefit legislation
therefore, according to the reasoning of the IRS, is not eli
and how it will affect your firm and client. Q&A
gible for any valuation discount attributable to a lack of
roundtables will address your specific needs.
marketability or minority interest. The IRS is advancing
Medical and Legal Practice Consulting Conference
this line of reasoning in spite of the fact that sections 2703
May 17—18—Westin Michigan Avenue, Chicago, IL
and 2704 provide that it is the relevant portion of the
Recommended CPE credit: 16 hours
agreement itself that is to be disregarded and not the exis
Learn how to enhance your professional practice
tence of the entity. Chapter 14 specifically states that
niche. Hear about the latest consulting opportunities.
these two code sections are not intended to affect minor
ity or other discounts available under existing law. The IRS
Investment Planning
also asserts that the formation of such a partnership and
May 20-21—Sheraton Palace, San Francisco, CA
the transfer of partnership interests—rather than the
Recommended CPE credit: 16 hours
underlying assets—are merely a device to transfer wealth
Attend this conference if you provide investment plan
to the transferor’s heirs at a discounted value.
ning services or if you plan to add this service niche to
your practice.

T

Protecting the partnership structure
Taxpayers must make certain that the facts surrounding
their use of limited partnerships do not warrant IRS chal
lenge. A partnership must be entered into for valid busi
ness or investment purposes. Such purposes should be
documented. Wherever possible, one partner should not
be given a unilateral right to liquidate the partnership.
Partnership agreements should be drafted using state laws
where section 2704(b) is moot. Rights and powers of
assignees should be no greater than those provided under
state law. Wherever possible, there should be more than
one general partner. And finally, the transfer of partner
ship interests should give the recipient only the rights of
an assignee under state law.
If these principles are followed and the partnership
interests are not transient in existence, the IRS should
have no valid grounds for challenging the discounts found
when valuing the partnership interest in either a gift or
estate tax context.

Practitioners Symposium
May 23-26—Pointe Hilton at South Mountain,
Phoenix, AZ
Recommended CPE credit: 29 hours
Hear about specialty areas and practice niches that can
generate new business. Discover what other firms are
doing and formulate your own plan for success.
Doing Business in Latin America
June 14-15—Sonesta Beach Resort Key Biscayne,
Miami, FL
Recommended CPE credit: 16 hours
The future is international. Network with peers and
experts and learn more about operating in a global
economy.

To register or for more information, contact AICPA
conference registration at 888-777-7077.

continued on page 8
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PCPS
UPDATE
PCPS Symposium Bonus
Here are some of the PCPS member benefits available for the
1999 Practitioners Symposium, May 23 and 26, 1999, in
Phoenix, Arizona:
$100 off registration: Members receive a great discount
that makes one of the best deals for CPE even better.
Members pay $595 for 29 credit hours!
Sole owners brunch: This bonus event, on May 23, is
designed by the PCPS small firm advocacy committee exclu
sively for the smallest practice units. There’s a lot happening
in the profession right now, including changes to the UAA,
legislative changes on commissions and contingent fees,
consolidation, staffing, technology, and new service niches.
These directly affect the single owner practice. Attend the
brunch and learn more about these issues. The brunch com
bines delicious food, good people, valuable information and
plenty of opportunities to network.
The gala PCPS-members-only reception: Public
accounting’s biggest party is scheduled this year for Tuesday,
May 25. This year’s bash promises to be an evening filled
with food and fun for PCPS members and their guests. So
come celebrate in the spirit of the Southwest. All PCPS
members who sign up for the symposium will receive an
invitation to this exclusive event.
Connect with PCPS: Want to find out more about a pre
sentation or receive additional resources on a session you
just attended? Get your questions answered at the PCPS
member resource center. When you stop by the booth, you
may have the opportunity to speak with symposium pre
senters, PCPS committee members and AICPA president
Barry Melancon. While you’re there, you’ll have access to
the latest updates on our top quality programs, exclusive
product discount offers, free premium items and a direct
connection to the AICPA Alliance for CPA Firms.

Practice improvement videos
PCPS is developing a series of informative videos titled PCPS
Insights. The videos are intended to help members learn
about successful strategies member firms are using to grow
their practices. The first series of programs will be launched
after tax season. They include
● Technology for fun and profit: A CPA firm success
story. Ever wonder what it takes to plan, develop and
implement a successful information technology services
practice? James Metzler, CPA, of Gaines, Metzler, Kriner &
Co., in Buffalo, New York, provides a guided tour through
the creation of Gemko Information Group, the firm’s
THE PRACTICING CPA, MARCH 1999

BizSites
Useful Web sites for the
practicing CPA
Using the computer to communicate is cheaper than
using the phone, and it is becoming just as friendly.
Several companies offer services that make e-mail
more a “chat” experience, like a phone call. ICQ
(www.mirabilis.com) is one of the most popular,
and it’s easy to use. Just download free software from
the ICQ Web site. Add other ICQ users to your list and
tell them to add you to theirs. When you’re online, the
ICQ program lets you know who in your chat group is
online as well. Dash off a quick message—your recip
ient gets it seconds later and can send you a reply. ICQ
even remembers your conversation and lets you save
it as a text file. This is an excellent way to keep in
touch with clients and, when necessary, record your
conversations.
For more formal conversations, ICQ allows you to set up
an online conference. Two or more people can “con
verse” using their PCs. Everyone’s comments appear in
“real-time” on the screen, like a script. At the end of the
meeting, each participant can save a transcript. ICQ is a
free service and does not require any specific Internet ser
vice provider to work. Similar products include AOL
Instant Messenger (www.aol.com) and Yahoo Pager
(www.yahoo.com).
When only the real thing—video and audio—will do,
there’s a cheaper option than spending thousands of
dollars on teleconferencing equipment. You will need
Microsoft’s free NetMeeting program (download at
www.microsoft.com) and a special video camera and
microphone for your computer, available at
MicroWarehouse and CompUSA for as little as $200 per
workstation. The participants see and hear each other,
in real-time, on their desktop or even laptop comput
ers. Images and voices can be a little shaky, but it’s bet
ter than just a phone call. The only charges are normal
Internet “connection-time” charges—you avoid the
phone bills a standard long-distance conference call
can generate. NetMeeting can work with a slow 28k
modem, but for a really satisfying experience you need
a faster modem orT-1 line. ✓

—By Richard Koreto, senior news editor, Journal of
Accountancy.
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highly profitable technology consulting subsidiary.
● Creating a client-focused practice. Experience the
journey of Brownlow, Thompson & Mackay of Ontario,
Canada, as they evolve into a “new-method” firm focusing
on delivering products and services that help clients real
ize their personal and organizational goals.
● The chartered accountant (CA). What’s it like to prac
tice across the Atlantic? Meet four CAs who provide a look
inside the accounting profession in the United Kingdom.
You’ll be surprised by some of the contrasts (a single
owner with a 32-person staff) and interested in many of
the similarities (developing new services, technology chal
lenges, competitive pressures) between practices in the
U.S. and in Great Britain. This segment brings the global
community of accountants a little closer together.
These high quality, entertaining and informative videos
will be available free to member firms. They are a valuable
resource for your next partner, staff, committee or chapter
meeting. To ensure your firm receives a PCPS Insights video,
call 800-CPA-FIRM (800-272-3476) to be put on the distri
bution list. ✓

For more on the IRS’s position regarding family
partnerships and for advice on how to set up and struc
ture such partnerships to minimize the potential for IRS
challenge, see the AICPA committee position paper by
George L. Strobel II, CPA, of Arthur Andersen in Memphis,
Tennessee, and member of the AICPA trust, estate and gift
tax committee. The full text is available online at
www.aicpa.org/members/div/tax/flapap.htm. Or
call Eileen Sherr, technical manager of the AICPA tax divi
sion, at 202-434-9256. ✓

LETTERS TO THE EDITOR
The Practicing CPA encourages its readers to write
letters on practice management issues and on pub
lished articles. Please remember to include your
name and your telephone and fax numbers. Send
your letters by e-mail to pcpa@aicpa.org.
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